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ABSTRACT: The forecasts are one ofthe most important inputs to make managerial decisions. [I] 
The process of the demand Jeve! forecasting is fundamental to an entire business company. This 
process of the forecasts creation provides essential inputs to a planning and a control of the all 
functional parts of a business company. The basic functional parts of a business company are the 
logistics, the marketing, the production and the financial department. 
The demand Jeve! and iťs timing considerably affect the production capacities and a need of the 
financial resources. Each of the functional parts in a business company has got its individua! 
problems that are solved by process of,the demand forecast creation. [2] 
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1 FORECASTING PROCESS VS. PLANNJNG PROCESS 
The sales forecasting is a projection of a demand Jeve! into the future under given conditions of 
the outdoor environment. The main goal ofthe sales forecasting process is a creation of demand Jeve! 
forecasts within the frame of a given environment. The forecast accuracy and the market environment 
observation, in which a demand forecast is made, play the important role in iťs own process to sales 
forecast. [3] 
The sales pian is a set of the specific managerial actions that must be taken to reach or 
overfullfillment of the sales forecasts. The main goal is to meet or to overfulfil a sales pian, thus to 
provide the sales goals to marketing and sales department. These sales goals should be based on a 
forecasted future demand. The other goal is a motivation to meet or overfulfil the defined goals in the 
sales field. [3] 
2 THE NEED OF THE FUTURE SALES FORECAST CREATION 
For a creation of any pian iťs necessary to forecast a sales into the future in a given business 
environment. Thus, the sales forecasting process is one of the inputs to "pian creation at the all 
business levels. Iťs also reasonable to remark that iťs necessary to be familiar with the approaches to 
make forecast at the particular business levels. 
The different business functions need the sales forecast in the different time horizonts, at the 
different levels and at the different time intervals. 
For these purposes iťs distinguished the 5 basic business levels: 
• the marketing department
• the sales department
• the financial department or the accounting department
• the production department and the purchasing department
• the logistics department.
The general survey of the forecasting process utilization at the different managerial levels of a 
business company is stated in the following table. 
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